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HOW shall I study efficiently— 
get the best results for my ex­
penditure of time, effort, and 
money ? I will try to answer you.
First, figure out how much 
time—how many hours a week— 
you can devote to study. Do 
this carefully, making due allow­
ance for the demands of your business position, 
which is of first importance, of physical exercise, 
of recreation, and of sleep. It is easy for all of 
us to be carried away by the first flush of enthusi­
asm for the attainment of a
desirable goal. Beginning 
well is very important, but 
finishing well is much more 
important. The ability to 
finish what you have under­
taken—no matter what it 
may be—is measured, to a 
large degree, by the sound 
judgment you show in decid­
ing upon what to undertake.
Even then you will have to 
fight against periods of dis­
couragement and indiffer­
ence, but if you have not at­
tempted too much, you will 
be able to overcome these 
temperamental set-backs and 
carry on your educational 
program to completion. So, 
in the words of a homely 
maxim, “Bite off only what you can chew and 
digest.”
Second, after you have computed the number 
of hours you can spend weekly in study, set them 
aside definitely on the basis of every evening or 
of certain specified evenings every week—so many 
hours for Monday evening, so many for Wednes­
day evening, and so on. Be exact in framing 
your study schedule. If you are to study one 
hour on Wednesday evening, let us say, set aside 
the hour—7:30 to 8:30; 8:15 to 9:15; or what­
ever the hour is that suits your needs and con­
ditions. Then stick to your schedule, beginning 
your work on the dot and not finishing till the 
apportioned time is up. Make a study chart for
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a month or a semester and check off your study 
periods as you progress, noting in red every 
failure to make good on a study period.
Third, before telling you how to study, there 
is just a word I wish to say about getting ready 
to study. Refresh yourself physically a little be­
fore dinner. A brisk walk is good; so is a cold 
plunge often; so are systematic breathing and 
bodily exercises. Don’t eat too much—most peo­
ple do, you know. Eat slowly, masticating your 
food thoroughly. Converse with others at the 
table on congenial subjects. Laugh and forget 
the cares of the office—they 
will keep till the next day. 
After dinner, read a short 
story or two or a chapter 
from an interesting book. 
Then, when your study hour 
comes, you will find yourself 
mentally and physically 
aglow, ready to go at your 
lesson with enthusiasm.
Fourth, when you begin to 
study, go off by yourself and 
study, concentrate. Don’t 
talk and dawdle and fritter 
your time away. Permit no 
interruptions except in case 
of an extraordinary emerg­
ency. I say concentrate. 
Put your whole mind on 
what you are studying, par­
ticularly on the laws, princi­
ples, and procedures explained in the lesson. Try 
to understand why certain things are so and how 
they work out in actual Business. Study the 
illustrative examples with this end in view, not 
as an end in themselves. Do not waste time in 
trying to memorize the words of the book or 
lesson pamphlet, except possibly a definition here 
and there. Get at the meaning first, last, and all 
the time.
Fifth, interpret the new theory you learn in 
terms of what you already know—the results of 
your own thinking, observation, and experi­
ence. Ask yourself questions like the following: 
“Is this plan being carried out in our office?” 
“Would it be desirable to try out this device in
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our accounting department?” “Did 
the secretary have this principle in 
mind when he issued his special in­
structions yesterday?” “Would not 
a corporation be better for our Business than a 
partnership?” Study, then apply, keep on apply­
ing. Three or four pages studied in this way 
will develop you a thousand times more than 
merely reading half a dozen chapters. Develop 
and strengthen what psychologists call your 
“apperceptive mass”—that part of the brain which 
ties up new thoughts and impressions with old 
thoughts and impressions.
Sixth, to master a principle, or to think you 
have mastered it, once is not enough. Review it. 
Attack it from fresh angles, and see how it works 
out. Note its defects if it has any. Enforce its 
truth with examples supplementing those in the 
text. Reach your own conclusion about it, dif­
fering with what your printed lesson says if neces­
sary. This is the way to develop the scrutinizing, 
analytical, appraising habit of mind which marks 
all men holding responsible executive positions 
in Business.
Seventh, having mentally taken in a principle, 
give it out again colored by your own viewpoint 
and your own language. Explain it to your 
friends and associates if they are interested. Dis­
cuss it with them. Welcome an argument about 
it, and try to convince them that you are correct. 
Write about it, marshalling your facts and your 
examples in orderly fashion. Bear in mind all 
the time that somebody else just as keen as you 
are, perhaps a little keener, is looking for loop­
holes through which to attack your position. By 
this method you will develop the ability to see all 
sides of a question before taking a definite stand 
on matters of promotion, financing, or operation; 
and you will also grow in the power to explain 
what you know to others clearly, tersely, and 
logically—an asset of tremendous value to any 
man who wishes to attain exceptional success in 
Business.
I have given you a few suggestions as to 
how you can rid your study-methods of mind- 
waste and time-waste, how you can make 
your time, your effort, and the money-cost 
of your studies really produce. I have tried 
to be definite and specific—qualities that be­
long to an efficiency program of any kind. Of 
course many more things might be said, but 
what has been is enough for a beginning; and 
these points will work—they have worked in the 
cases of hundreds of other students. Give them 
a fair trial, and measure the growth in your rea­
soning power at the end of three or four months, 
say. Begin now.
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pPRECISION is one of the most desirable of Business vir­
tues. We need the correspondent 
who uses words in his letters with 
precision. We need the accountant who analyzes 
his records and prepares his statements with pre­
cision. We need the executive who lays out the 
different departments of his concern with pre­
cision and gives his orders in such a way that the 
departments are operated with precision. We 
need precision in the president and in the office 
boy, in little things and in big things, in the office 
and in the field. Precision is the arch foe of guess­
work. It relies much on memory and reason, 
none at all on imagination. Its purpose is to tell 
the truth and nothing but the truth in words, 
figures, and facts, even when the truth is painful 
to hear or read. Precision keeps our feet on the 
ground, even when our spirit and our purpose 
would soar aloft. Develop precision by observing 
accurately, by speaking accurately, and by study­
ing subjects that demand accuracy in reasoning. 
There is a constant Business demand for precision 
as a habit of mind. Develop it and market it.
PRECISION, carried too far, becomes meti­culousness, fussiness. Then it ceases be­ing a mental virtue and becomes a mental fault. 
Fussiness constricts outlook, makes mountains 
out of mole hills, and transforms up-standing 
young men into stoop-shouldered old grannies. 
Fussiness produces inflexibility, rigidity, in ways 
of speaking, thinking, and doing. The fussy 
speaker or writer, for example, focuses his atten­
tion upon his words and sentences rather than 
upon the thought he is trying to drive home—he 
seldom gains the ear of his listeners or his read­
ers and never bends their wills to his. The fussy 
bookkeeper takes more pride in the way he rules 
his ledger and adorns it with varicolored inks 
than he does in adapting his methods to the grow­
ing needs of his concern—he generally remains a 
bookkeeper. Precision is one thing; fussiness is 
quite another thing—it is precision’s black-sheep 
brother. There is no sense in being fussy, in de­
veloping precision beyond the function it should 
perform. There are other virtues whose province 
precision should never be allowed to encroach 
upon. One of them is mental fluidity—the capac­
ity to yield an old viewpoint to a new one when 
new facts point to new conclusions. Be precise, 
but don’t be fussy.
To be able to absorb, assimilate, and give off what is 
already known is often a surer guarantee of success 
than to be able to originate. Look up information and 
transmute it into usable knowledge as you go along.
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"I AM never busy; I don’t be­
lieve in being busy.” It was 
Mr. Addison who said this—James 
Addison, Auditor of the Franklin 
Railway Supply Company of New 
York—when I apologized for break­
ing in on his time. “Being busy is 
largely a condition of mind; I pre­
fer myself the unruffled way of do­
ing things.”
Mr. Addison smiled whimsically as 
he spoke. I knew what he meant, 
and he knew that I knew, for Mr. 
Addison is a very busy man—busy 
at the things requiring executive 
ability of the highest kind, trained 
business judgment, and vision. I 
knew, too, that Mr. Addison’s con­
sulting services were constantly in 
demand by the many subsidiary com­
panies for which the Franklin Rail­
way Supply Company is a holding 
organization.
If a man ever had the right to 
claim that he was busy and to sur­
round himself with the evidences of 
feverish activity, Mr. Addison has 
that right; yet he foregoes it as a 
matter of common sense and self- 
conservation. He knows it isn’t the 
locomotive that puffs the loudest that 
pulls the heaviest train.
Mr. Addison is a clean-cut, clear- 
eyed, keen-brained Business man, big 
enough mentally to carry heavy re­
sponsibilities and discharge them 
without friction. You have only to 
look at him and talk with him to 
know that. But he is something be­
sides a Business man—rather, he is 
a Business man with a delightfully 
human side to his nature. The elec­
tric term personality, so real yet so 
hard to define, tells more about Mr. 
Addison than any other word; it 
finds expression in his unassuming 
manner, in his gracious smile, and in 
the sincerity of his hand clasp. You 
feel that he wants to be your friend, 
and, as for you, you are his friend at 
the start—you can’t help it.
Mr. Addison’s business career has 
been a steady growth and develop­
ment from his school days in Scot­
land to his present important execu­
tive position in New York. There 
has been no luck, no accident in his 
progress. He has been able to see 
opportunity, often to make oppor­
tunity, and taking advantage of op­
portunity has become a second na­
ture to him.
In addition to this faculty Mr. 
Addison possesses remarkably keen 
power of analysis and appraisement, 
tireless capacity for work, often of 
the most exacting kind, and a quiet 
although unyielding determination to
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see things through to a successful 
completion. These are some of the 
chief reasons why he has developed 
into one of those rare men who, in­
stead of falling victims to economic 
circumstances, grasp and control 
them.
Mr. Addison was born in Leith, 
Scotland, and educated in Edinburgh, 
at St. George’s Local Day Institu­
tion, Heriot Watt College, and Ed­
inburgh University, where he pur-
Mr. Addison’s experience in audit­
ing, in business reorganization and 
systematization, and in the applica­
tion of methods of scientific man­
agerial control had now become so 
wide and varied that he felt justified 
in coming to America for further ad­
vancement. Accordingly, he estab­
lished a connection for two years 
with the accountancy firm of Patter­
son, Teele, and Dennis, of New 
York. This position he resigned 
two years ago to become Auditor of 
the Franklin Railway Supply Com­
pany and its affiliated organizations 
—the position which he still occu­
pies.
Who
Who’s
Biograph­
ical
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Affairs
Mr. Addison has devoted much 
time, despite his busy life, to the 
subject of Cost Accounting, particu­
larly in the installation of standard­
ized methods for controlling ma­
terial, labor, and overhead, and is a 
recognized authority on that im­
portant subject.
James Addison, Esq.,
Auditor,
Franklin Railway Supply Company
sued special courses in preparation 
for a business career.
In early manhood Mr. Addison de­
cided to become an accountant, and 
with this purpose in view he served 
his apprenticeship, in conformity 
with the law of Scotland, in the of­
fice of Thomas Watson Syme, Char­
tered Accountant, Edinburgh. Mr. 
Addison then joined the staff of R. 
W. and J. A. Sisson, Chartered Ac­
countants, Newcastle-upon-Tyne. 
England. After four years’ service 
with this firm he spent another four 
years with Armitage and Norton, 
Chartered Accountants, Hudders­
field, England.
Mr. Addison believes in study. 
“When you stop studying, you stop 
thinking, and when you stop think­
ing, you might as well turn over 
your job to somebody else, to say 
nothing about getting still further 
ahead,” is the way Mr. Addison puts 
the matter in that modest way of 
his. Mr. Addison has practiced and 
is still practicing what he preaches. 
He is a student himself, always in­
tellectually alert to search out new 
facts and try out a new viewpoint in 
reference to established facts.
It follows logically enough that 
Mr. Addison should concern himself 
with the mental development of the 
young men who are associated with 
him, many of whom, as a result of 
his wise counsel and personal inter­
est, are already devoting their over­
time hours to a scientific study of 
the processes of Modern Business.
The story of success in Business is 
always an interesting story and usu­
ally a stimulating one, especially if 
it is not so meteoric as to invite dis­
couragement. This is why the plain 
facts in the business career of James 
Addison are worth setting forth. 
From them many a successful Busi­
ness man can get helpful suggestions 
as to how he can so order and sys­
tematize his executive work as to 
give him time to breathe and think 
and smile; and any thinking young 
man can draw helpful conclusions 
as to how he can wisely chart out his 
own Business career—one conclusion 
being that the steady pull after a 
while hauls the load to the top of the 
hill.
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W HEN a bureau, a de­
 partment, or another 
regulatory body of
Landlord
and
Tenant
a city or a state or­
ders alterations in a building, 
who must bear the burden, the 
landlord or the tenant? This 
question has been the subject of
numerous recent decisions. In most of the cases 
the standard forms of leases had been used, while 
in others ineffective attempts had been made to 
provide for the contingency.
Many of these alterations, particularly those 
ordered in manufacturing and mercantile estab­
lishments, involve large expenditures. Hence it 
is important that the business executive who 
would protect himself or his organization against 
possible loss should know the latest developments 
of the law. Many points are still unsettled, but 
the decided cases now afford sufficient data to 
enable parties to execute leases which will defi­
nitely cover their respective obligations.
A most interesting case in point is that of the 
Herald Square Realty Company vs. Saks & Com­
pany, decided by the New York Court of Appeals 
last July. For some years prior to the execu­
tion of the lease the city authorities had per­
mitted encroachments of display windows of re­
tail establishments upon the sidewalk. After the 
lease was executed, the Board of Estimate adopted 
a resolution revoking this authority and directing 
that the encroachments be removed. This altera­
tion cost about $8,000, without adding in value to 
the building itself. The lease read that the tenant 
was to “comply at its own expense with all orders, 
notices, regulations, or requirements of any 
municipal, state, or other authority or depart­
ment, or of the New York Board of Fire Under­
writers,” and in addition was to keep “the de­
mised premises and every part thereof inside and 
outside in good order, condition, and repair.”
The court held that this comprehensive phrase 
of the lease was not intended to apply to future 
events not in contemplation when it was executed, 
and that it did not cover an important structural 
change in the building necessitated by a subse­
quent and radical change in the policy of the 
municipal government. In its decision the court 
refers to the language of the lease in the case of 
Brokaw vs. Sherry (161 A. D. 796, affd. 213 N. Y. 
685) as being sufficient to cover the contingency. 
In that case the lease provided that the tenant 
was to make “payments of every kind whatso­
ever, extraordinary as well as ordinary, by virtue 
of or by reason of any present or future law, 
ordinance, or authority whatsoever.”
Even when the order contem­
plates a repair, the tenant is not nec­
essarily liable. Though the common 
law places upon the tenant the bur­
den of ordinary repairs in the absence of a cove­
nant to the contrary, yet many of the statutes 
specifically provide that the alterations are to be 
made by the owner—a provision that places the 
burden upon the landlord unless the lease pro­
vides otherwise.
Nor does a provision in the lease to the effect 
that the tenant is responsible for all necessary re­
pairs protect the landlord. There are cases hold­
ing that such a provision in the lease contem­
plates repairs connected with the occupancy of 
the building and not other repairs to the outside 
which might be ordered. Furthermore, in cases 
where the statute or ordinance was passed after 
the execution of the lease containing this repair 
clause, the landlord has been held on the ground 
that the statute was not in the minds of the 
parties at the time they entered the agreement. 
From these cases it is apparent that if he desires to 
protect himself against liability for repairs, the 
landlord should make specific reference in the 
lease to all prospective orders, ordinances, or 
statutes.
In many cases the leases afford protection to 
the landlord for repairs and not for other altera­
tions. It should be remembered that these altera­
tions often involve large sums and necessitate a 
material increase in the investment. If the lease 
is for a long term, the interest loss may be con­
siderable. Undoubtedly some provision should 
be made against such a loss in a lease that is to 
run for a period of many years.
You will note that the alteration ordered in the 
Saks case did not arise out of the use to which 
the tenant put the building. It is obvious that 
the tenant might so change the use of the build­
ing as to cause orders for alterations to be issued. 
For instance, he might change his factory into a 
munition plant, or might extend the factory 
proper into space which had been used exclusively 
for storage. In such cases it would seem, upon 
principle, that the tenant would be liable, al­
though I have found no adjudicated case in point, 
and none of the texts I have examined cite any. 
However, in view of the recent tendency of courts 
to favor the tenant, the question is a doubtful 
one, and should be provided for in the lease.
While it is true that most of the cases favor 
the tenant, it does not follow that the tenant need 
take no precautions. Assuming that the lease 
clearly places the burden upon him, he should 
take steps to ascertain just what regulations may
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affect the tenancy. These may be 
readily obtained from the regulatory 
bodies, which usually consist of de­
partments or bureaus in charge of 
matters concerning public safety, public health,
building inspection, labor, and factory inspec­
tion. If any physical change is proposed in a fac­
tory or mercantile establishment, due considera­
tion should be given to these regulations.
I am of the opinion that, so far as the landlord 
is concerned, the language of the lease in Brokaw 
vs. Sherry would cover every probable contin­
gency. It would seem, however, that an undue 
burden might be placed upon the tenant by this 
language, and an equitable adjustment of respect­
ive obligations would involve consideration of 
all the contingencies suggested by this review of 
the cases.
Although I have discussed this matter solely 
from a legal viewpoint, I might suggest for the 
consideration of the Accountancy student the 
question of how the expenditure in the Saks case 
would be treated in the books of the landlord.
Bulk
Sales
Laws W
iTHIN recent years accountants, busi­
ness men, and others interested in the 
transfer of a business or of its assets, have been 
concerned with legislative enactments popularly 
known as bulk sales laws. These laws are now 
in force in about thirty-two states. Their pur­
pose is to aid creditors in setting aside fraudulent 
conveyances. To accomplish this purpose, they 
require certain formalities to be complied with 
in all sales, transfers, or conveyances of the bulk 
of the assets of a business other than in the course 
of trade. This applies, not only to transfers to 
individuals, but also to transfers made upon the 
changing of a sole proprietorship or a partner­
ship into a corporation.
Last November the New York Supreme Court 
in the case of Moscalades vs. Karantzales decided 
that the benefits of the New York act were avail­
able to ordinary creditors as well as to judgment 
creditors; and in practically all states both classes 
of creditors may invoke the aid of the statute. 
While the object of the statutes is to prevent 
fraudulent conveyances, yet their provisions 
should be complied with in all bulk conveyances. 
The New York statute, which is typical of the 
statutes of the other states, substantially provides 
that the sale, transfer, or assignment in bulk of 
all or part of the merchandise or fixtures of a 
business otherwise than in the ordinary course of 
trade shall be void as against creditors of the 
vendor, unless
1. The transferror make a complete and de­
tailed inventory of the merchandise 
to be transferred showing the cost 
price to the transferee;
2. The transferee demand and
receive from the transferror a list of all creditors 
of the latter certified under oath showing the 
amounts owing to each; and
3. The transferror notify personally or by reg­
istered mail every creditor named in said list of 
the proposed sale and the price, terms and con­
ditions thereof.
The provision of the statute that, unless these 
formalities are complied with the transfer is void, 
really means that it is presumed to be void. That 
is, if a creditor brings an action to set the con­
veyance aside, the burden of proof to explain the 
transfer rests upon the purchaser. Under the old 
law and when the statute is complied with by 
the purchaser, the burden of proving that the 
transfer should be set aside, rests upon the cred­
itor.
The statute covers transfers of solvent as well 
as insolvent individuals or organizations, and is 
to be followed, whether the sale is bona fide or 
not. It is obvious that a creditor might readily 
cause trouble, even when the transfer is bona fide, 
if the terms of the statute are not complied with. 
Th re may be good reasons for not paying all of 
his claim, and yet the circumstances might be 
such that he would be a creditor and so be entitled 
to bring action to set the conveyance aside.
In short, the purchaser of a business or of the 
assets of a business who does not follow the 
statute runs considerable risk of losing either 
what he has purchased or the benefit of his bar­
gain.
"BONDS” with pretentious titles and “in­
come certificates” are now being of­
fered by certain organizations to the public. They 
are usually issued on an installment basis so as to 
attract the small investor. As a rule, they are 
unsecured, and although the balance sheet of the 
organization, at first glance, may indicate finan­
cial strength, the assets are often over-valued. 
Furthermore, the courts have construed some of 
these securities as being stock, although named 
bonds. The holder has neither the full advan­
tages of a stockholder nor has he the rights usual­
ly accorded a bondholder, or other creditor. They 
afford another illustration of a legal precaution 
always to be taken—never judge a document by 
its name, but by its contents.
A sluggish liver means a sluggish mind and a sluggish 
mind means economic inefficiency. Take time for 
systematic physical exercise.
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WHAT is a syndicate, and what peculiarities distin­guish it from the ordinary forms of 
business organizations? When 
should a syndicate be used?
A syndicate is an association of several per­
sons, usually for the purpose of engaging in some 
enterprise involving temporarily the contribution 
of large amounts of capital, or the agreement so 
to contribute. The syndicate form of organiza­
tion differs from a corporation, but bears a re­
semblance to a special partnership, except that 
the attempt is usually made to relieve the mem­
bers, inter se, of partnership responsibilities. An 
agreement is generally made in writing between 
the syndicate manager or 
managers and the sub­
scribers or participants, in 
which the objects of the 
enterprise and the re­
sponsibilities of the vari­
ous persons concerned are 
set forth in detail. Bond 
syndicates and railway 
building syndicates are 
examples of this type of 
temporary organization.
In determining the re­
quisite percentage to be 
added to the direct cost of 
shop orders to cover fac­
tory overhead, should de­
preciation on machinery, 
buildings and other fixed 
assets be taken into con­
sideration?
For the purpose of ef­
fective management, it is 
usually best to eliminate 
as far as possible items 
which are more or less 
fixed in character, and 
which do not fluctuate 
with the volume of production. Therefore, de­
preciation that does not depend directly upon vol­
ume of production (e. g., depreciation of build­
ings) would not be included in direct cost. When 
costs flow with volume of production, factory 
beads can be held to a strict accountability for the 
departments under their control. In using the 
cost figures as a basis for preparing estimates, it 
would be necessary to make due allowance for 
the depreciation and any other similar items that 
had been omitted from direct cost. The fore­
going states the general principle, although there 
may be exceptions to the general rule.
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The Day of Opportunity
MODERN BUSINESS urgently 
needs men who can increase sales, 
reduce expenses, devise productive 
policies, detect errors and rectify them, 
analyze past records and forecast future 
development, swell profits expected, 
and create profits unexpected, men who 
can collect facts and observe facts and 
figure out facts, and base sound con­
clusions upon such facts; men who can 
and do think and reason. To develop 
such men within the organization itself 
is now a widely accepted policy of 
business management. This is the new 
spirit in Modern Business, and Modern 
Business itself is responsible for it.
If a manufacturer is obliged to 
pay freight charges on materials 
purchased and also on goods sold, 
would it be correct to charge all 
freight items to a distinct account? Where should 
the freight account be shown in the Profit & Loss 
statement? Please give me your full views on 
this subject.
In order to avoid work in analyzing, it would 
be necessary to open two accounts, one for 
Freight Inward and one for Freight Outward. To 
the former all expenditures for freight on ma­
terials purchased should be charged, and to the 
latter all freight expenditures on account of sales. 
In preparing the Profit & Loss statement, the bal­
ance of Freight Outward 
should be shown as a de­
duction from sales, effect­
ing a reduction of income. 
The balance of Freight 
Inward should appear un­
der Manufacturing Cost. 
The real cost of the ma­
terials includes all charges 
to the point of making 
them available in the fac­
tory for use—not their 
purchase price in Manila, 
Liverpool, or some other 
distant place, where they 
are not available for use.
A corporation sells mer­
chandise to customers, 
billing at a certain figure. 
The customers deduct dis­
count and freight when 
remitting. How should 
this be treated in the Cash 
Book?
If it is the custom of 
the concern to allow cash 
discount, the Cash Book 
should be ruled to provide 
a column for such discount. Cash received and 
discount deducted should be entered in the Cash 
Book and the customers credited. Separate en­
tries would have to be made elsewhere crediting 
the customers for freight deducted, if such deduc­
tions were permissible. These entries might be 
made either in the Journal or in a special book 
for Freight Allowances if the number of transac­
tions of this character warranted it.
If a concern’s books become so involved through 
carelessness and incompetence that it is impossi­
ble to prepare financial statements therefrom, and 
if the proprietor wants to know what his profits
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are for income tax purposes, what 
should be done?
The condition you outline calls for 
the exercise of an accountant’s abil­
ity. He would proceed by determining the pres­
ent state of assets by means of inventories, and 
by determining and listing all liabilities. From 
these facts he would prepare a statement of finan­
cial condition. He would endeavor to secure such 
facts as would enable him to determine the finan­
cial condition, or at least the net investment, at 
the beginning of the period under review. He 
would then proceed by the single-entry method to 
determine the profit or loss. He would, of course, 
use all the information recorded in the books 
that would be of use in securing the desired re­
sult, but we have taken your question literally 
and assumed that the books were of little value. 
The income tax return would be based on the 
results.
An investor who purchased for investment pur­
poses $100,000 of bonds for $103,394.43, sold half 
of them a year and a half later for $52,418.55, the 
book value of the original purchase being $102,- 
837.10 at the time of sale. Could the profit of 
$1,000 on the bonds sold be used as a reduction of 
the book value, thereby making the net income on 
the remainder high, or should the bonds always 
be carried at cost and the $1,000 credited to Profit 
& Loss?
It would be incorrect as a matter of theory to 
reduce the book value of the unsold bonds be­
cause of a profit realized on the sale of some of 
the securities. The net or effective income is 
based on original cost less amortization, and to 
change such book value by introducing an irrele­
vant element, as profit on sales, would result in 
an unjustifiable distortion of the income for sub­
sequent periods, as well as an understatement of 
profits for the period when the sale occurred. 
The bonds should be carried at cost less amortiza­
tion (not at cost), and the profit on the sale 
should be transferred to Profit & Loss or some 
other suitable nominal account.
What is the difference between economic capi­
tal and accounting capital?
The term economic capital used in respect to 
a business organization, refers to the entire fund 
of assets invested in a business for the use or 
furtherance of the undertaking. The term ac­
counting capital is used to designate the amount 
by which such assets exceed all existing liabili­
ties, and represents the net investment of the pro­
prietor or proprietors in the business. The amount 
is recorded in an account that serves merely a 
measuring purpose—the measurement of the pro­
prietorship equity. Thus, in the 
following example, the economic 
capital is $14,000, while the account­
ing capital is $10,000:
The
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FRANK BROWN
Statement of Assets and Liabilities as at 
December 31, 1915.
Assets Liabilities
Cash $ 5,000 Accounts Payable $ 2,500
Bills Payable 1,500
Accounts Receiv­
able 3,000 $ 4,000
Frank Brown, Capi­
talMerchandise 5,000 10,000
$14,000 $14,000
My employers insist that I add interest on 
capital invested to merchandise inventory at end 
of year, and that I credit Profit & Loss Account 
with the amount. I contend that this would in­
flate assets and anticipate profit. My predecessor, 
who had charge at previous closing of books, car­
ried out my employers’ idea. Who is right, and 
what should I do to show correct profit and loss 
result and financial position? If I am right what 
shall I do if my employer maintains his position?
You are correct—profits come from transac­
tions with outsiders, not from writing up values 
in anticipation of sale. The profits previous to 
the beginning of the year under consideration 
were overstated because of the inflated inven­
tory. Your procedure, therefore, would be to 
debit Capital Account (Surplus Account if a cor­
poration), and credit opening inventory with the 
amount of inflation. This will take the inaccu­
racy out of the current period’s transactions and 
adjust it in the Capital or Surplus Account. You 
should then state the value of your closing inven­
tory on the accepted accounting basis, and pro­
ceed to close your books in the ordinary manner. 
An employee in many cases is required to carry 
out the ideas of his superior without regard to the 
theory involved. The employee, after presenting 
the correct theory, is justified in executing the 
wishes of his employer, so long as he is not asked 
to make entries or prepare statements that are 
intended to deceive or cover fraudulent transac­
tions. The case presented would not necessarily 
fall under fraudulent class of transactions as the 
employers are no doubt acting in entire good 
faith. The employed bookkeeper, it should be re­
membered, is not acting in the capacity of a prac­
ticing accountant who certifies to the accuracy of 
statements.
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derstandings. No executive can feel 
safe in giving an order, either oral 
or in writing, without obtaining 
some evidence that the order is un­
Orders
ORGANIZATION de­
pends upon orders 
—order-giving, or­
der-taking, and or­
der-executing. The difference be­
tween an army and a mob, between 
an effective, organized industry and 
isolated units of production or dis­
tribution, is almost entirely a matter of willing­
ness and ability to give, to take, and to execute 
orders.
The one giving the order should know what he 
wants done. This knowledge is acquired, first, 
by a consideration of the various things that can 
possibly be done, and, secondly, by the selection 
of the one thing that promises the best result. If 
the executive is mentally lazy and issues general 
and indefinite orders, the subordinate must at­
tempt to do the thinking and to exercise the judg­
ment that are properly the
work of the executive. The 
usual result of this lack of 
precision is loss of time, loss 
of material, failure to coor­
dinate tasks, and the incur­
rence of all the wastes that 
make the difference between 
a maximum efficiency and 
the result with which we are 
too often satisfied.
The order should be given 
in understandable terms. The 
words and terms must be 
within the comprehension of 
the persons who are to exe­
cute the orders, and to that 
end they must be stated in 
language that is clear, con­
cise, and direct. If the orders
are given by word of mouth, the words must be 
spoken slowly enough and enunciated clearly 
enough to enable their full import to be grasped 
by the person receiving the order. If the orders 
are printed or written, there must be, aside from 
simplicity, an arrangement in respect to para­
graphing and display that will enable the person 
receiving the order to comprehend its meaning 
with as little mental effort as possible. Even 
though the executive has clearly in mind the 
thing to be done, he can nullify the effects of his 
clear thinking by giving an oral order in an in­
distinct manner and a written order in sentences 
that are jumbled and obscure. In fine, the lan­
guage, whether spoken or written, must convey 
to the subordinate’s mind the exact thing that is 
in the mind of the executive.
A reaction should be obtained to avoid misun­
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derstood by the one receiving it. Thus, a man 
giving an oral order to an errand boy should 
have the boy repeat the instructions or give evi­
dence in some way that he comprehends them. 
The same rule applies in giving an order to a sten­
ographer, to a workman, or to a sub-executive. 
Many an employee excuses a faulty performance 
by saying that he did not understand the order. 
Able executives almost invariably require that the 
one receiving an order, whether he receives it by 
word of mouth or by means of a letter, a mem­
orandum, or some other communication, shall give 
evidence of his exact understanding of the thing 
to be done.
In view of the foregoing, we can give you no 
more fundamental lesson in 
good organization than to 
urge you to base your execu­
tive orders upon three things 
—a knowledge of exactly 
what you want done, a direct 
and simple statement to the 
person who is to do it, and 
an immediate reaction to de­
termine an understanding 
with the subordinate of the 
thing to be accomplished. If 
you will consciously carry 
yourself through these pro­
cesses for a time, you will 
soon follow them out uncon­
sciously as a matter of habit 
and become that exceptional 
and high-salaried man whom 
we know in Modern Busi­
ness as the “able executive.”
THE “movies” are with us in Business. Many large firms doing business over a wide field are making use of moving pictures to fa­
miliarize their employees with the entire range 
of their activities—for example, with their manu­
facturing operations, with trade conditions in va­
rious parts of the world, with methods of trans­
portation, with types of customers, and the like.
The moving pictures are now showing how cot­
ton is raised, baled, and transported; how trees 
are cut down, trimmed into logs, sawed into 
lumber, and shipped to market; how the great 
wheat fields of the west are ploughed and sown, 
and the wheat is harvested; how people in a dif­
ferent country from ours live and do business; 
how the various departments of a big organiza-
“ Movies” 
in
Business
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tion are interrelated, and how the 
policies of the concern as a whole 
are directed. These are only a few 
of the many economic facts that 
are being thrown on the screen every week for the 
training of employees.
The moving pictures give organization per­
spective; they enable the routine worker to see 
the larger view that comes only to the higher 
executives as a matter of daily experience. The 
results thus far, according to the firms that are 
using them, are highly satisfactory. They say 
that the men do their work better because they 
do it more intelligently. Hence, motion pictures, 
by visualizing economic facts, conditions, and 
processes, and particularly by giving perspective, 
are contributing very definitely to individual and 
organization efficiency in this era of scientific 
Business.
IF you like your work, you serve your own best interests and those of society as well. Lik­ing your work, no matter how lowly the task, 
means taking pride in its dignity, seeing in it new 
possibilities of usefulness, and finding in its ac­
complishment your main compensation, with the 
money reward, relatively speaking, a secondary 
matter. To like your work, you must first be 
adapted by temperament and training for it—you 
must make sure that you are not an economic 
misfit. Then you must develop enthusiasm—it 
is not wholly a divine gift—knowing that en­
thusiasm will increase the quantity and improve 
the quality of your service output. There are 
opportunities for productive enthusiasm every­
where—in stenography, in bookkeeping, in law, in 
teaching, in banking, in accountancy, even in the 
humbler ranks of manual labor. The world needs 
enthusiasm in work, whether of brawn or brain 
—needs it, is on the lookout for it, and will pay 
handsomely for it in appreciation and in giving 
the opportunity for advancement. Make the 
world need you because your step is springy, your 
eye aglow, and your heart athrob with the joy 
you feel in your work.
Pace Student
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BEWARE of the word-groove habit—the habit of using certain v/ords and turns of phrase so constantly that they creep into most of 
what you write and say. I know a man who al­
ways says “practically,” never “virtually” or 
“substantially”; another who always says “un­
told”, never “countless”, “numberless”, or “in­
numerable” ; another who always says “in such a 
case”, never “in such an instance”, “in instances 
of this kind”, or “in this event”; another who al­
ways says “in short”, never “in fine”, “in a word”,
or “in sum”; another who always 
says “it seems to me”, never “it oc­
curs to me”, “it is my opinion”, or 
“I think”; another who always says 
“no doubt”, never “doubtless”, “without ques­
tion” or “unquestionably”; another who always 
says “to some extent”, never “in some measure”, 
or “to some degree”; and another who always 
says “providing that”, never “provided”, “in case”, 
or “on condition that”. I might go on citing ex­
amples of the word-groove habit indefinitely; so 
might you, now that the matter is brought to 
your notice. The point is that age and use stif­
fen our vocabularies just as they do our muscles. 
It is worth while to limber them both up once in 
a while; and limbering up our vocabularies means 
the intelligent appreciation of good literature and 
then the conscious substitution of fresh words and 
phrases for those we have worn out through the 
friction of long continued use.
DON’T knock, boost—never mind the Eng­lish this time. Don’t knock your town or your city, boost it. It’s not the worst place in 
the world. It has beautiful scenery, progressive 
enterprises, churches and schools, and people 
worth knowing. Don’t knock your concern— 
boost it. Perhaps, from your point of view, it is 
old-fogyish and ultra-conservative, yet, like all 
concerns, it is on the lookout for good men. Make 
a good man out of yourself and see what happens. 
Don’t knock your boss—boost him. No doubt he 
has his share of frailties and idiosyncrasies, but he 
has his good points, too; otherwise he wouldn’t 
be the boss. Don’t knock yourself. If you say 
you’re a failure, feel sorry for yourself, and wish 
you were dead or somebody else—which is the 
same thing—other folks will pay no attention to 
you, and the wheels of progress will crush you 
underfoot. Boost yourself, not egotistically, but 
self-respectingly; don’t let your chin and your 
chest sag—hold them up. Knock as a habit, and 
you will become cynical, pessimistic, and unhappy. 
Boost as a habit, and you will become mellow, 
optimistic, and happy—your friends’ best friend 
and your own as well.
Don’t
“Knock”
YOU will find in this issue of The Pace Stu­dent ten pages of technical material in re­spect to Law, Accounting, English, and Business 
Organization—pages in which the every-day 
problems of Business are discussed thoroughly 
and to the point. The remaining pages teach the 
fundamentals of business procedure by means of 
the inspirational story, the informative bio­
graphical sketch, and the entertaining incident. 
We take great pride in presenting you with the 
worth of forty pages in the compass of sixteen.
About
Ourselves
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THE joint venture, in 
which two or more 
persons become in­
terested on a part­
nership basis in the sale of a spe­
cial lot of merchandise, is a more 
or less common incident in Busi­
ness. Aside from the joint venture
Pace Student
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that is of a purely merchandising character, there 
are many special ventures in which two or more 
persons are interested in the profit outcome. The 
venture differs from the ordinary business in that 
it is a temporary association for the purpose of 
financing and consummating a special deal or 
transaction. Thus, we have temporary organiza­
tions to finance a speculation in stocks or bonds, 
for carrying out a merchandising speculation, or 
for buying land and erecting buildings.
We are concerned in this case with a real estate 
venture in which two men associated themselves 
for the purpose of building and selling dwellings. 
The proposition, which is taken from the Practi­
cal Accounting Section of the Pace Final Exam­
inations held in June, 1915, is as follows:
M and N enter into a real estate venture for the 
purpose of building and selling four dwellings. 
M contributes land at the agreed value of $5,600, 
mortgaged for $1,600, and N contributes $6,000 in 
cash. N is to supervise construction, and is to 
receive 7½ per cent. upon the actual building cost, 
which is to be considered a capital contribution.
Arrangements were made with a local trust 
company to borrow on mortgage 60 per cent. of 
the value of the land, which was appraised at 
$6,000, and 60 per cent. of the cost of the build­
ings, to be loaned from time to time upon archi­
tects’ certificates attesting expenditures. The old 
mortgage was to be retired from the 60 per cent. 
loan on the appraised value of the land.
The actual cost of the labor used and the ma­
terials bought amounted to $21,742.50, but, before 
the sale of the buildings and the statement of the 
accounts, it was found that certain building ma­
terials were left, which M agreed to take over at 
the round amount of $500.
The land and the improvement costs of the 
houses were practically identical, so that the 
same amount was borrowed on each.
There were legal, interest, and other incidental 
expenses not directly connected with construc­
tion that amounted to $462.50.
The prices asked for the properties allowed a 
profit over all costs and expenses of the venture 
(taking land on basis it was contributed and 
including allowance to N for supervision) of 15 
per cent. The properties were sold for cash, sub­
ject to the mortgages, at the prices asked, with
the exception of one property which 
sold for $200 less. M and N divided 
the profits in proportion to their ad-
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Raise the accounts necessary to give effect to 
the foregoing transactions; and show the out­
come of the venture and the individual accounts 
of M and N.
In order to illustrate fully the Accounting steps, 
the Journal entries from which the accounts would 
be posted will be given first. The first entry es­
tablishes the original contributions and the capi­
tal interests. The entries that follow are self-ex­
planatory and record the transactions to a point 
where profits are distributed and the capital is 
returned with profits to the partners. The solu­
tion follows:
Journal
Entries
CASH .............................................. $ 6,000.00
To N, CAPITAL ................
For capital contributed in 
cash.
LAND ............................................. 5,600.00
To MORTGAGE ................
“ M, CAPITAL ..............
For capital contribution of 
land subject to mortgage.
CASH ............................................. 3,600.00
To TRUST COMPANY
MORTGAGE ................ 3,600.00
For loan of 60% of Trust Co.
appraisal value of land.
MORTGAGE ............................... 1,600.00
To CASH .............................. 1,600.00
For retirement of mortgage.
COST OF PROPERTY............ 5,600.00
To LAND .............................. 5,600.00
For transfer of land cost.
COST OF PROPERTY............ 21,742.50
To SUNDRY CREDIT­
ORS ................................ 21,742.50
For labor and materials for
houses.
COST OF PROPERTY ........... 462.50
To CASH .............................. 462.50
For legal, interest, and other 
expenses.
INVENTORY OF MATERI­
ALS ............................................ 500.00
To COST OF PROPER­
TY ........................................ 500.00
For value of materials to be 
taken over by M.
COST OF PROPERTY ..........$ 1,593.19
To N, CAPITAL ................ $ 1,593.19
For 7½% on actual building 
cost for supervision.
$ 6,000.00
1,600.00
4,000.00
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CASH .............................................
To TRUST COMPANY
MORTGAGE ..................
For loan of 60% on actual cost 
of buildings.
CASH .............................................
TRUST COMPANY MORT­
GAGES .......................................
To SALES OF PROPER­
TY ........................................
For properties sold.
SUNDRY CREDITORS ...
To CASH .........................
For payment of liabilities.
12,745.50
12,745.50
SALES OF PROPERTY.. 
To PROFIT & LOSS.
For transfer.
16,687.42
16,345.50
21,742.50
33,032.92
33,032.92
21,742.50
33,032.92
PROFIT & LOSS ...................... 28,898.19
To COST OF PROPERTY
For transfer.
PROFIT & LOSS ...................... 4,134.73
To N, CAPITAL ................
“ M, CAPITAL ..............
For distribution of profits in
proportion to advances.
M, CAPITAL ...............................$ 5,426.48
To INVENTORY OF MA­
TERIALS ..........................
“ CASH ..............................
For withdrawal of capital.
N, CAPITAL ................................ 10,301.44
To CASH ..............................
For withdrawal of capital.
28,898.19
2,708.25
1,426.48
500.00
4,926.48
10,301.44
Cash Ledger
Accounts
To N, Capital ......................................................$ 6,000.00
“ Trust Co. Mortgage.................................. 3,600.00
‘ “ .................................. 12,745.50
Sales of Property ...................................... 16,687.42
" "
By Mortgage ......................................................$ 1,600.00
“ Cost of Property ...................................... 462.50
“ Sundry Creditors ......................................  21,742.50
“ M, Capital ................................................... 4,926.48
“ N, Capital .................................................... 10,301.44
$39,032.92 $39,032.92
To Sundries
Land
.$ 5,600.00 By Cost of Property $ 5,600.00
To Cost of Property
Inventory of Materials
............$ 500.00 By M, Capital .$ 500.00
Mortgage
To Cash ................................................................$ 1,600.00 By Land $ 1,600.00
M, Capital
To Sundries .........................................................$ 5,426.48 By Land ...............................................................$ 4,000.00
“ Profit & Loss .............................................. 1,426.48
$ 5,426.48 $ 5,426.48
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N, Capital
(Continued)
$10,301.44 By Cash ................................................................$ 6,000.00
“ Cost of Property........................................ 1,593.19
“ Profit & Loss .............................................. 2,708.25
$10,301.44 $10,301.44
Cost of Property
To Land ...............................................................$ 5,600.00
“ Sundry Creditors ...................................... 21,742.50
“ Cash .............................................................. 462.50
“ N, Capital .................................................... 1,593.19
By Inventory of Materials .............................$ 500.00
“ Profit & Loss ............................................. 28,898.19
$29,398.19 $29,398.19
Trust Company Mortgage
To Sales of Property ....................................... $16,345.50 By Cash
" "
...............................................................$ 3,600.00
............................................................... 12,745.50
$16,345.50 $16,345.50
Sundry Creditors
To Cash .................................................................$21,742.50 By Cost of Property ......................................... $21,742.50
Sales of Property
To Profit & Loss ............................................... $33,032.92 By Sundries ........................................................ $33,032.92
Profit & Loss
To Cost of Property.........................................$28,898.19 By Sales of Property
“ Balance ......................................................... 4,134.73
$33,032.92
To N, Capital (65½%)....................................$ 2,708.25 By Balance .................
“ M, Capital (34½%).................................... 1,426.48
$33,032.92
$33,032.92
$ 4,134.73
$4,134.73 $ 4,134.73
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Everybody, whether well or poorly educated, expresses his thoughts in sentences. You 
do, I do, so does the college presi­
dent, the popular lecturer, the min­
ister, the business man, the street 
cleaner, the man with the pushcart 
—everybody you can think of. Our 
study of English, then, may proper­
ly enough concern itself with the 
sentence. Grammatical errors, rhe­
torical infelicities, word usage, punc­
tuation, and paragraph structure, 
when properly presented, all bear 
upon the sentence as the fundamen­
tal unit of expression.
This is the basic reason why, in 
this article and in other articles that 
will appear in The Pace Student 
from time to time, I shall take up 
certain definite aspects of sentence 
structure and discuss them in a 
detailed and, I believe, a helpful 
fashion.
At this writing I wish to explain 
and amplify the fundamental princi­
ple that underlies the building of ef­
fective sentences, no matter how 
short or how long you may make 
them. The principle is this:
In constructing a sentence, first 
decide upon the main thought, and 
then express that main thought in 
the main clause—the clause that will 
stand by itself and make sense. Then 
express the subordinate thoughts, if 
you have any to express, in a subor­
dinate manner—generally by means 
of adjectives, adverbs, phrases, sub­
ordinate clauses, and participles.
To put the principle a little more 
specifically, avoid a series of de­
tached statements loosely connected 
by such words as and, but, and so, 
and make frequent use of such intro­
ductory words as when, while, after, 
although, provided, if, unless, until, 
since, because, inasmuch as, notwith­
standing that, on condition that. It 
is often wise to make sentences 
somewhat periodic in character—to 
suspend the completion of the sense 
until well toward the end.
Examine the following groups of 
sentences, noting that in every case 
the change from an undesirable form 
to a better form has been based on a 
determination of what constitutes the 
main thought:
(Undesirable). The fabric is 
placed on the counter for sale, but 
before this is done, it is combed and 
sorted in the drying room, and it is 
inspected by the foreman.
(Better). Before the fabric is 
placed on the counter for sale, it is 
combed and sorted in the drying 
room, and inspected by the foreman.
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(Better). The fabric is not placed 
on the counter for sale until it has 
been combed and sorted in the dry­
ing room, and inspected by the fore­
man.
(Undesirable). The applicant for 
the position seems well qualified to 
sell goods, but he has been idle for 
a year, and he evidently does not 
wish to refer us to his last employ­
ers, but he talks enthusiastically and 
earnestly.
(Better). Although the applicant 
for the position has been idle for a 
year, and although he evidently does 
not wish to refer us to his last em­
ployers, he talks so enthusiastically 
and earnestly as to seem to be well 
qualified to sell goods.
(Undesirable). You can communi­
cate with us by letter or telephone 
(Medford 8612), and you can state 
your requirements, and we will have 
our representative call upon you 
with propositions that will be to 
your advantage.
(Better). If you will communi­
cate with us by letter or telephone 
(Medford 8612), stating your re­
quirements, we will have our repre­
sentative call upon you with propo­
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(Undesirable). Economy in pur­
chasing space does not lie in esti­
mating an intangible difference in 
buying power, but it does lie in scru­
tinizing circulation methods closely, 
and so it is possible to determine 
definitely the vitality of the appeal 
which a magazine makes to its 
readers.
(Better). Economy in purchasing 
space does not lie so much in esti­
mating an intangible difference in 
buying power as it does in scrutiniz­
ing circulation methods closely in 
order to determine definitely the vi­
tality of the appeal which a magazine 
makes to its readers.
Note the devices employed in 
combining the following groups of 
short sentences into well constructed 
long sentences, each of which has 
the main thought expressed in the 
main clause:
(Short Sentences). Hurley was a 
desperate man. He decided to plunge 
into the river and swim to the op­
posite shore. For nearly a day and 
a half he had been without food. He 
had spent the night in a thicket of 
willows. This thicket was near the 
highway. He hoped to reach a cabin. 
It was on the opposite shore. In it 
were two friends.
(One Sentence). Having been made 
desperate by lack of food for a day
ARE
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and a half, and having spent the 
night in a thicket of willows, Hurley 
decided to plunge into the river and 
swim to the opposite shore, where 
two of his friends lived in a cabin.
(Short Sentences). The complaint 
seems to us to be without foundation. 
Our records have been carefully veri­
fied. The records prove that the 
goods were sent out from our store 
on Thursday afternoon. The rec­
ords also prove that the goods were 
delivered at your house on Thursday 
evening.
(One Sentence). The complaint 
seems to us to be without founda­
tion, since our records, which have 
been carefully verified, prove that the 
goods were sent out from our store 
on Thursday afternoon and were de­
livered at your house on Thursday 
evening.
(Short Sentences). Our campaign 
for honest advertising has come to 
an end. This campaign was waged 
in behalf of the buying public. There 
were almost insurmountable diffi­
culties in the campaign. I cannot 
refrain from thanking you for your 
co-operation. This co-operation you 
gave me in the columns of your 
trade journal. It was disinterested 
co-operation and loyal as well.
(One Sentence). Now that our 
campaign for honest advertising, 
which was waged under almost in­
surmountable difficulties in behalf of 
the buying public, has come to an 
end, I cannot refrain from thanking 
you for the loyal and disinterested 
co-operation you gave me in the col­
umns of your trade journal.
There are, of course, other ways in 
which the above sentences may be 
properly combined. Indeed, in every 
instance, it would be possible, per­
haps more desirable for certain kinds 
of composition, to combine the origi­
nal short sentences into two or three 
separate sentences instead of into 
one long sentence.
That, however, is beside the mark 
here. The one principle I am trying 
to drive home—let me repeat—is that 
the main thought shall be expressed 
in the main clause, and the subordi­
nate thoughts in a subordinate 
manner. Ask yourself the fol­
lowing questions before you begin 
to dictate or write: What is my 
main point? How shall I express it? 
What are my subordinate points? 
How shall I express them?
This train of thought will do a 
great deal to help you mold sen­
tences which are clear and unified—- 
that is, sentences which, whatever 
their length, contain only one main
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thought for the listener or the reader 
to grasp.
DR. SMALL, Principal of the East­
ern High School, Washington, D. C., 
has planned a series of talks on Vo­
cational matters for his students. 
Mr. Charles A. Pace, of the New 
York Bar, was the first lecturer, and 
on February 24th spoke on Busi­
ness Vocations before an assembly 
of five hundred enthusiastic stu­
dents.
GEORGE GREENSTEIN, Pace In­
stitute of Accountancy, Extension 
Division, has moved from Baltimore 
to New York, for the purpose of se­
curing Accountancy experience in 
New York.
“As a man thinks, so is he. ” Char­
acter is the crystallized fruition of 
what we consciously and subcon­
sciously think. Our thoughts reflect 
our environment, and our environ­
ment is largely what we make it, 
with good books to read, worth- while 
people to know, and the power of 
reflection within us.
"GIVE the convicted man a 
chance—a chance to improve 
himself while in prison and a chance 
to make good when he gets out,” was 
the forceful appeal made by Mrs. 
Anne P. L. Field, to the members of 
The Society for Vocational Research, 
at a luncheon given at The Machin­
ery Club, New York, on Saturday, 
February 26th.
Voca­
tional
Lunch­
eon
Mrs. Field has been actively as­
sociated with Thomas Mott Osborne 
in his constructive work at Sing 
Sing. Her book, “The Story of Can­
ada Blackie,” in which she proves the 
viciousness of the old system and 
the need for the new, is a classic in 
sociological literature.
The practical way to gain informa­
tion and to help in prison reform, as 
Mrs. Field pointed out, is to become 
a member of The Mutual Welfare 
League of Sing Sing, which entitles 
the member to the League’s periodi­
cal, which is full of valuable infor­
mation. The expense is nominal.
At the conclusion of Mrs. Field’s 
address, a substantial collection was 
made for The Mutual Welfare 
League, and a great many of the 
members of the Society indicated 
their desire to co-operate in the pris­
on reforms which Mrs. Field advo­
cates.
“Rush Days” don’t excite 
the Dictaphone!
YOU won’t worry about the mail piling up, waiting for a stenographer to finish with some other dictator—
You won’t worry about loading up stenographers with 
last-minute dictation—
You will dictate—and so will every other dictator in 
your office—whenever you want, as much as you want, 
as fast as you want—
And your typist will put in her time getting the mail 
typewritten. And she will write more letters and better 
letters—and at a third less cost.
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THE
DICTAPHONE
Woolworth Building New York
Stores in the principal cities—dealers everywhere 
Approved by the Underwriters. Official dictating machine of the Panama Pacific International Exposition
“Your Day’s Work”—a book we should like to send you
REGISTERED
ROY DEFENBACH, Pace Institute 
of Accountancy, Extension Division, 
is to act as assistant to his father, 
Byron Defenbach, Public Account­
ant, Lewiston, Idaho. Mr. Defen­
bach, Sr., has been awarded a con­
tract by Lewis County, Idaho, for a 
complete audit and expert examina­
tion of all books and financial ac­
counts of all county officers who 
have served Lewis County from its 
organization to the present time.
A. A. LACAZETTE, Pace Insti­
tute of Accountancy, Extension Di­
vision, of the West India Oil Com­
pany, who recently returned from 
San Juan, Porto Rico, leaves shortly 
for Cuba in the interests of his com­
pany.
The Sixth annual Banquet of the 
Cleveland School of Accountancy 
was held on January 29, 1916, at the 
Colonial Hotel in Cleveland. Cleave- 
land R. Cross, of the Ohio Bar, was 
toastmaster. Speeches were made 
by J. J. Sullivan, Esq., Honorable 
Pierre A. White, and Homer S. 
Pace, C.P.A., of New York. Mrs. 
William C. Doolittle’s songs were a 
pleasant feature of the banquet.
C. D. CHAMBERLAIN, formerly 
senior member of the firm of Cham­
berlain & Bixby, Public Accountants 
and Auditors, of Buffalo, N. Y., an­
nounces his association with H. E. 
CARE, C.A., and C. H. CHAMBER­
LAIN, for the general practice 
of auditing and accounting. The 
firm is practicing under the name 
of CHAMBERLAIN, CARE & 
CHAMBERLAIN, with offices in 
the Prudential Building, Buffalo, 
N. Y.
W. T. EDDY, Pace Institute of Ac­
countancy, 1912, has returned from 
Valparaiso, Chile, where, for the 
past three years, he has been en­
gaged in auditing and accounting 
work for The United States Steel 
Products Company.
ELMER E. LANCASTER, M.A. 
(Olivet College), formerly with The
B. F. Goodrich Company of Detroit, 
later with The Standard Oil Com­
pany of New York, is now associat­
ed with P. W. Brooks & Company, 
Bankers, 115 Broadway, as Sales and 
Office Manager.
J. SCOTT THORNTON, B.A. (Uni­
versity of Michigan), Pace Institute 
of Accountancy, has gone to Balti­
more to live, in order to assist in the
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work of The Pace Institute of Ac­
countancy of that city.
LEON E. VANNAIS, New York In­
stitute of Accountancy, is now con­
nected with the London Branch of 
Price, Waterhouse & Company,
H. F. SEWARD, C.P.A., Pace In­
stitute of Accountancy, Extension 
Division, formerly New Haven Man­
ager for Lybrand, Ross Brothers & 
Montgomery, Certified Public Ac­
countants, is now associated with the 
New York office of his firm.
CHARLES L. HUGHES, New York 
Institute of Accountancy, 1915, has 
joined the staff of Arthur Young & 
Company, Accountants, 43 Exchange 
Place, New York City.
E. C. LUX, member of Class B, Ac­
countancy Institute of Brooklyn, has 
been engaged by The National City 
Bank, 55 Wall Street, New York, for 
work in their Foreign Exchange De­
partment.
HAYNES SUSPENDED INKWELL
The most efficient inkwell in use—occupies air­
space only—always at hand and never in the way 
—cannot be upset or spill ink on desk or papers— 
provides for red and black ink—pen cup—pen rack, 
SAFETY AND SERVICE 
Instantly attached with two small clips
Polished Nickel or Brass . . $2.00
Oxidized Silver or “ . 2.00 “
The “Scientific American,” the highest authority on values of inven­
tions, pronounces The Haynes Suspended Inkwell an article of excep­
tional merit and usefulness. Without a doubt it is the best inkwell 
ever made for use on Roll Top Desks.
Edward Kimpton Company
60 John Street, New York
Manufacturers of
Loose Leaf Record Books
Loose Leaf Ledgers and Binders 
Stock and Special Form Sheets 
Corporation Minute Books and Outfits
NATHAN H. LEMOWITZ, M.A. 
(Columbia), B.S. (College of the City 
of New York), Pace Institute of Ac­
countancy, 1912, is teaching commer­
cial subjects in Eastern District 
High School, Brooklyn, N. Y.
WATSON F. WARD, Jr., member 
of Class C, Pace Institute of Ac­
countancy, and of the Vocational 
Counseling Class, has had his duties 
at The Van Cleve Company enlarged 
to include all employment work. His 
title of Auditor is retained.
RICHARD FITZGERALD, C.P.A. 
(N. Y.), Pace Institute of Account­
ancy, 1911, of Eckes, FitzGerald & 
Dean, Certified Public Accountants, 
sailed for France on February 29th, 
to be gone six months, on business 
for his firm.
J. W. McDOWELL, of the Bowery 
Savings Bank, a member of one of 
the Pace Courses in Oral Expression, 
on February 25th addressed the fac­
ulty and students—an audience of 
about 2,500 persons—of the New 
York High School of Commerce on 
“Thrift.” Mr. McDowell spoke un­
der the auspices of the Savings Bank 
Section of the American Institute of 
Banking, which is conducting a 
“Thrift” campaign throughout the 
country.
Dewar Transparent Rulers 
Sanitary Paper Drinking Cups 
Haynes Suspended Inkwell 
Standard Calendar
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Per­
sonal
Notes
"GEE, I had a swell time last 
night,” said Tom; “didn’t hit 
the hay till nearly three this morn­
ing. It was sure some time. You’d
oughta been along.”
“Much obliged for the invitation,”
said Walter dryly, “I’m glad I didn’t 
go, judging by your looks this morn­
ing. I’m not very strong for these 
red-ink parties that make you woozy 
the next day. Still, every dog to his 
own bone. If you like that sort of 
thing, it’s your funeral, not mine.”
“Oh, quit your preaching,” replied 
Tom, sulkily, for his head ached. 
“A fellow’s got to have his fling 
when he’s young. If you’re alive, 
act alive once in a while. You’ll be 
a long time dead. I suppose you 
think what you did is the thing to 
do—worked here in this hole, I’ll 
bet, till 7 or 8, just looking for some­
thing to do, and then straight to 
your little beddy-bed about 9. You’re 
the prim young lady, all right.”
“That’s where you’re wrong, son,” 
rejoined Walter good-naturedly. 
“You’ve got a grouch, like all the 
rest of the sporty boys on the morn­
ing after. I’ll tell you what I did 
do, if you’d like to know. I stayed 
here in the office till six and cleaned 
up all my extra entries and yours 
too. Then I went over to the Y. M. 
C. A. gym and played handball for 
an hour and topped off my exercises
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with a swim. Then I had a fine 
roast beef dinner, took a walk, went 
home and studied like a Trojan for 
a couple of hours. I went to bed 
about eleven and slept like a dog all 
night long. To-day I’m feeling fit as 
a fiddle. What I did wasn’t so lady­
like, was it?
“No, I guess not,” grudgingly ad­
mitted Tom. “Oh, you’re all right, 
Walter, even if you aren’t much of a 
sport—I wonder what’s the matter 
with these figures; they look kind of 
blurred. I wish I could go home and 
sleep awhile.”
“I’ll tell you what to do,” replied 
Walter. “You’re under the weather; 
there’s no doubt about that. You 
go and tell Mr. Finch so. You don’t 
need to tell him you’ve been out on 
a bat, and I surely won’t tell him. 
I’ll buckle down and do your posting 
to-day and mine, too. So go along 
and forget your work till to-mor­
row.”
“Say, Walter, you’re a king-pin, 
after all,” said Tom as he dropped 
his eye shade and pen on his desk 
and started for his hat and coat. 
Maybe I can do as much for you 
some day.”
“Not, if I know it,” thought Wal­
ter as he bent to his work with re­
doubled energy. “No booze for me; 
it gets you somehow every time.”
Tom may come to his senses some 
day. He will have to, in order to 
hold even the minor position he now 
has, to say nothing about his chances 
of advancement. When he does, 
Walter will be far ahead of him in 
responsibility of position and earn­
ing power. The reason why? Be­
cause Walter has sense enough to 
realize without learning from experi­
ence that “swell” times at night and 
clear-eyed, clear-brained work by 
day don’t mix, never have mixed, 
and never will mix.
HE Sixth Annual Banquet of the 
School of Accountancy, Detroit
Technical Institute, was held under 
the auspices of Pace Students, Inc., 
on February 2, 1916, at the Hotel 
Statler in Detroit. Frederic A. Til­
ton, C.P.A., President of the Michi­
gan C. P. A. Board, was toastmaster. 
Among the speakers were David 
Smith, C.P.A., President of the 
Michigan Association of Certified 
Public Accountants; Dr. Luther E. 
Lovejoy, former Pastor of the Four­
teenth Avenue Methodist Episcopal 
Church; and Homer S. Pace, C.P.A., 
of New York.
ARE you reading the series of articles appearing in
The War’s Effect 
on American Business
Any one of them, we believe, is worth more 
to you than the cost of a year’s subscription.
ON NEWS STANDS, 10 CENTS 
EVERY MONDAY MORNING 
FOUR DOLLARS A YEAR
Special Rate to Students on Request
THE ANNALIST Times Square NEW YORK
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